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At Eastern Book Company, we've spent more than half a century shaping our unique brand of service. The fi rst step is fulfi lling our customers' orders with unmatched speed and accuracy. Then we custom-fi t our operations to our customers' needs, allowing libraries to streamline processes and maximize budgets. And fi nally, we cultivate next-generation technologies to help our customers build the libraries their users need. 
ATG: Ingram recently had a reorganization and is now called Ingram Content Group? Can you tell us more about this? Are you going to keep the names of the companies that we know and love, or will they be changed?
RR: The reorganization was the brainchild of both John Ingram, our Chairman and Skip Prichard, President & CEO of Ingram Content Group and came about as a result of focusing our resources.
Our mission has always been about helping content reach its destination. So the reorganization is first about bringing the three Ingram companies (Ingram Book Group, Lightning Source, and Ingram Digital) together to act as a "one-stop-shop" providing all services in helping content reach its destination. Secondly, Ingram is now organized around content and destination. Content includes all of the services offered to publishers. Destination includes all of the services offered to downstream channels such as libraries and retailers.
The company names will remain part of the mix for the short-term, but more-and-more resources will be shared, and we'll eventually see a consolidation of some of the brands.
ATG: I see that your title is Vice President and General Manager, Ingram Library Services. What are your (and Ingram's) objectives, and how do they "mesh" with the rest of the company?
RR: The companies of Ingram are definitely "meshing" with each other. Ingram as we know it today started out in the 1960s with one company, Tennessee Book Company, a repository for school books. Though the company has grown and branched out tremendously, Ingram has held strong in support of the education and library markets.
Ingram is all about making it easier for customers to do business with us. I think our objectives -whether mine or any other Ingram associate's -are all on the same page of making it easy for customers to come to one place for all services, including libraries.
All of the Ingram companies truly strive to help publishers distribute their content, no matter what format, and to assist the retailers, libraries, and others on how best to use their resources in obtaining and sharing great content.
ATG: Ingram Digital encompasses publisher services, e-content for libraries, digital textbooks, and some retail. Tell us about your main market. And who are your competitors?
RR: My focus is exclusively on the library segment. Our two platforms, MyiLibrary and MyiLibrary Audio, are designed to provide the best available digital content to library users in the easiest-to-use and most accessible format. We're doing that successfully in the academic market, where we compete with ebrary mostly and in the public/K-12 market, where we compete primarily with netLibrary and OverDrive.
ATG: Ingram currently seems to be focusing on e-content as it applies to eBooks. Is this the case? You have no presence in the journal market. What is the reasoning behind this?
RR: Ingram's roots are in the book business. That's where our strengths are, and that's why they chose to acquire MyiLibrary. The journal market is really a tough one to break into and be profitable. There are plenty of companies that are providing that service and have 
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Rich Rosy against the grain Interview -Rich Rosy from page 45 been since the beginning. We're committed to providing the best on the eBook side, and that's where we're going to remain focused.
ATG: You have a long history with eBooks, beginning with netLibrary, I believe. Do you use eBooks? What applications do you find the most useful?
RR: I'm on the road quite a bit, so I really get the most advantage from our MyiLibrary Audio platform. I can download audiobooks to my iPhone and take them with me wherever I go. It's really convenient.
ATG: I believe that the market for eBooks is currently very small, except perhaps in Asia and India. The number I have seen is 4-5% of the book market. Is this an accurate figure?
Why is the uptake on eBooks so small? RR: Those numbers might even be inflated, depending on the source. eBooks are still a niche product in its infancy. Part of the reasoning is because there are so many formats and so much inconsistency among publishers as to the best way to protect and deliver eBooks. Until a standard is universally adopted, similar to the music business, it will remain a niche product. That said, there's still unprecedented growth and opportunity for those who are ready to jump on the bandwagon. The library market is actually one of the areas where there has been a major shift towards eBooks due to the simplicity and low cost to acquire, store, and distribute this type of content.
